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598 Kim Lane
jeffrey.d.pratt@us.army.mil
(Cell) 507.456.1707 

Owatonna, MN 55060
Business Development Officer
 Business Background
· Managed a $179 million retirement operation covering 1600 retirement plans with 30000 participants.  
· Managed a multimillion-dollar software expansion project on time with a 99.98% conversion accuracy rate.  
· #2 in region for Hy-Vee Food Stores exceeding my sales goal by 12% contributing 21% profit to my store annually. 
· 401(k) subject matter expert in consulting, team leadership, sales and marketing of products and services.  
· Goal-driven manager with the ability to guide team of employees effectively through times of crisis, bringing fresh ideas and inspiring positive thinking and creative problem solving to accomplishments corporate goals. 
Business Development / Team Leadership / Process Innovation
· Prosperous career developing business opportunities by influencing teams to achieve business goals.
· Strong strategist; a big-picture visionary who understand diverse resources and human capital. 
· Coordinated fitness training for my company which produced 14% increase in overall passing scores.
· Command 95 soldiers; ensure their readiness through 8 direct reports; manage $93 million in assets.
Project/Program Management

· Recognized for implementing a retirement software system; increasing productivity 20% per administrator.  
· Saved 4800 labor hours; $120000 annually through implementation of new software and process controls. 
Core Competencies
	· Leadership
· Project Management  
	· Diversity
· Business Development 
	· Risk Management

· Conflict Resolution


Professional Experience:
	United States Army  
	Commander
	December 1992 - Current


(O-3) Captain, Deployment Redeployment Operations Officer

Oversaw all logistic operations and managed deployment operations for Task Force 34. Served as a liaison officer which provided support to mission-critical objectives during Operation Iraqi Freedom 2008-2009.
· Managed a team that facilitated the deployment and redeployment operation for the Task Force 34 mobilizing 4000+ soldiers into and out of Iraq.
· Trained more than 200 direct mobilizing soldiers through Kuwait 99% shipping rate.

· Managed an aviation high priority parts team transporting over 184000 lbs. of cargo to four distribution service centers throughout Iraq.
· Awarded Meritorious Service Medal for exemplary service from Operation Iraqi Freedom.
(O-2) Lieutenant, Platoon Leader
In charge of a company size platoon of 87 soldiers while serving in Operation Iraqi Freedom during 2004 -2005. Primary mission was to lead and direct all convoy operational activities.  
· Commanded 70+ convoy missions delivering food, water, construction materials and ammunition throughout Iraq with 28 vehicles 70 soldiers.
· Transported 375 soldiers and equipment over 400 miles hostile territory without losses or incidents. 
· Supervised team of 48 soldiers protecting entry control points for Forward Operation Base Speicher. 
· Awarded Bronze Star for meritorious service from Operation Iraqi Freedom.
	Profinium Financial 
	Financial Advisor  
	October 2010 to May 2011


· Responsible for retail investment sales and insurance services.

· Provided financial plans, portfolio proposals and analysis, investment strategies, product presentations, seminar events, sales ideas, market analysis and trends in the industry.

· Analyze investment strategies and recommend alternatives to meet client specific goals and objectives.
	Lincoln Financial Distributors 
	Regional Sales Director
	December 2006 to September 2010


· Responsible for driving sales for through effective territory management.

· Work with financial advisors on proposals, pricing, investment line-ups, product presentations, seminar events, sales ideas, market analysis and trends in the industry to position them in selling retirement plans.

· Supported financial advisors with client finals presentations which lead to 19% closing ratio.

· Analyzed plan investment line-ups and recommend alternatives to suite client specific goals and objectives.

· Conducted enrollment meetings for plans sold in territory to foster stronger relationships with client and financial advisor on their retirement program.

	Tax Sheltered Compensation, Inc.
	Retirement Plans Consultant
	March 2004 to December 2006


· Created plan specific proposals that optimized plan design to position the Investment Professional in a successful role for the sale of defined contribution retirement plans with a 32% closing ratio.

· Conducted in-depth training of Investment Professionals on market trends, current legislation and leveraged this information for prospecting and sales opportunities.

· Supported Investment Professionals on Annual Plan Reviews and Client Finals Presentations.

· Analyzed plan design for prospects; recommended alternatives to meet client specific goals and objectives.

	Great West Life Insurance Company
	Client Relationship Manager
	November 2003 to January 2004


· Managing new client implementation projects including schedules, deliverables, and issue tracking.
· Initiating and participating in account planning sessions with both internal and external teams.

· Educate clients collaboratively face-to-face on their qualified retirement plan.

· Establishing and maintaining customer long term relationships.

· Ensuring the successful and optimum utilization of Great West products and solutions.

· Assisting in the growth of Great West product and services business. 
· Excellent oral and written communication skills for installation of new plans.

· Responsible for Annual Plan Review and Semi-Annual Fund Performance Review.
	Federated Life Insurance Company
	Retirement Plans Marketing Consultant
	September 1997 to November 2003


· Actively pursued new business through outbound calling to prospects with a closing ratio of 29%.

· Consulted with business owners on their retirement plans and how to operationally meeting their responsibilities and annual requirements.

· Analyzed plan design based on client financial and benefits objectives to determine potential solutions.
· Prepared sales proposals for prospective clients based on their individual objectives.

· Audited the Annual 5500 Report and year-end plan records for accuracy to ensure the plans’ compliance.
· Consulted Plan Administration on ERISA regulations as it pertained to Defined Contribution Plans.

· Trained 30+ employees on 401(k) plan administration.

	The Principal Financial Group
	Pension Service Associate
	September 1995 to September 1997


· Successfully managed 85 employer-sponsored 401(k) plans of approximately $57 million in total plan assets.

· Monitored daily transactions of incoming deposits, transfers and outgoing distributions.

· Researched IRS and DOL regulations to ensure communications to clients were accurate.

· Compiled names/addresses/vital statistics on employees to allow for year-end compliance testing for clients.

· Administered year-end compliance testing 
· Consulted with clients to find out what their needs or problems are and find workable solutions.

Education( Licenses( Awards

· Concordia University, St. Paul, MN  (  BA in Marketing Management, 2001 GPA – 3.06

· Accredited Pension Administrator (APA) ( National Institute of Pension Administrators

· Series 7, 6, 63 and Life and Variable Licenses ( Kaplan’s Financial

· Secret Clearance from the US Army

· Bronze Star Medal; Meritorious Service Medal; Combat Action Badge Award –US Army
· Celebrate Business Success Award – Saint Paul Chamber of Commerce                   
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